CHAPTER XII
ESSENTIALS  OF  SUCCESS  IN THE  BUSINESS  OP MARKETING
CONTRARY to the attitude of many people, no middleman has a vested interest in any field of marketing farm products. Middlemen, whether private, cooperative or governmental, are privileged to operate and are justified in so doing only to the extent to which they render essential marketing services efficiently. Under a wide-open competitive system it is unavoidable that middlemen should range in their relative operating merits all the way from utterly inefficient to exceedingly efficient concerns. Great differences in operating efficiency between the poorest and best middlemen result in wide margins. Oat of these wide margins the most efficient concerns take less for expenses per unit of product handled than do less efficient middlemen, and hence their profits are larger. Thus, of two competing marketing enterprises, both doing the same kind of business and selling at the same level of prices, one may keep its expenses low and earn high profits, while the other on account of excessive costs may lose money.
From a superficial point of view the public appears disinterested in the middleman who makes small profits or loses money. Almost invariably public criticism is directed at middlemen who through efficiency and persistence have reduced costs and kept them low, thereby earning legitimate profits while competitors selling at the same prices have lost money wholly because of their inefficiency. In common instances of this sort the competitive marketing enterprise making good profits has not robbed any one. It has rendered its services efficiently and could have accepted lower prices
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